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people, events, techniques
Race Discrimination Most Frequent Cause of EEOC Suits,
But Sex Bias Fast Overtaking It, Reports Says
Reviewing the first 120 suits filed
by the Equal Employment Oppor
tunity Commission, over 75 per
cent involve race and about half
cite discrimination on the basis of
sex, the first issue of EEO Perspec
tive states.
The newsletter is a monthly pub
lication of Equal Employment Op
portunity Services, a division of
Boyden International Group, Inc.,
New York. It advises, “Don’t as
sume that your company is immune
to EEOC confrontations because
it is too small, too large, or that it
is somehow unique by virtue of its
industry, geography, work force
make-up, and so forth. Every type
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of company can be a target of
EEOC confrontation.”
Although more cases may to date
involve discrimination on the basis
of race, EEO Perspective points out
that the percentage of cases deal
ing with sex is increasing most
rapidly and warns that the conse
quences of these suits are often far
more costly. The newsletter cites
four reasons to be more wary of
sex discrimination suits:
“Women are becoming increas
ingly aware of and militant about
disparate treatment;
“They are better organized than
most of their minority group coun
terparts;

“They tend to file class action in
stead of individual complaints; and,
most importantly,
“Women represent a far greater
proportion in most work forces than
minorities—38% nationwide, and
up to 70% in some industries.”
Transfer and promotion practices
are rapidly eclipsing hiring as the
primary targets for EEOC investi
gation, the newsletter reports. Many
of the complaints brought by wo
men involve stereotyped positions
in which transfer and promotion
possibilities are the main issue.
EEO Perspective advises its read
ers that there is no way to ensure
immunity to “EEOC attack.” It
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notes that the definition of “unlaw
ful discrimination” is expanding
and consequently absolute immu
nity is “virtually impossible.”
Three types of relief have been
demanded by the EEOC in the
vast majority of its cases, the news
letter states:
“1. An order enjoining the de
fendant from engaging in the dis
criminatory employment practices
cited;
“2. An order that the company
institute affirmative action programs
and provide equal employment op
portunity to eradicate the present
effects of past unlawful practices;
and
“3. An order that the employer
‘make whole’ those persons ad
versely affected by such practices.”
“Making whole” involves trans
lating all denied wages, opportuni
ties, and benefits into dollar dam
ages and redressing all persons
affected by the discriminatory prac
tices, EEO Perspective explains.
AT&T’s payment of “delayed resti
tution” in the amount of $15,000,000
at the beginning of this year attests
to the magnitude of employer lia
bility (see M/A March-April, 73,
p. 9).

J. H. Cohn Newsletter
Stresses Advantages

Or Minicomputers
Small companies need propor
tionately, as much and as varied
information as large companies do,
J. H. Cohn and Company, a New
ark, N.J., CPA firm maintains. The
minicomputer may help to give
small companies the information
they need, the accountants say.
In a recent issue of its newsletter,
Time and Tide, the firm calls the
minicomputer “a new opportunity
for improving the profitability of
small firms.” An especially impor
tant feature of these machines for
the small company is that they do
not require highly trained in-house
EDP specialists and thus the oper
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ating costs of an installation are
brought down.
“A small company that can use
a general purpose computer should
figure on spending for data process
ing between 1 and 2% of annual
net sales up to $10 million of net
sales (on a declining scale as sales
volume rises). Large companies are
spending between 1½ to 2% for
their data processing,” the news
letter states.
The larger companies’ higher
costs stem mainly from a higher
ratio of operating costs to the costs
of buying or leasing a computer.
The operating costs of more com
plex installations are around two
and a half times the hardware
costs, J. H. Cohn estimates.
Turnkey advantages

Turnkey contracts allow the busi
nessman to know in advance what
he is getting and how much it will
cost, the firm observes. It suggests
the following requirements be cov
ered in turnkey contracts:
“1—System design. Someone who
knows what is needed tells the ven
dor’s system analyst of the firm’s
requirements. The analyst will then
translate this into programming
specifications and costs.
“2—System sign-off. The business
man approves proposed input and
output as acceptable to his needs
in the performances of the business.
This is perhaps the one act most
critical to success of the live opera
tion and requires that you must be
willing to spell out your needs so
that program writing—a precise art
bound by your system specifica
tions—can begin.
“3—Sample run. After the vendor
has written the program, the busi
nessman should run some sample
data through the system and verify
the results.
“4—Installation. Once you accept
the system as demonstrated it can
be installed on your premises. This,
too, has sometimes been an agon
izing experience because of com
munication failures or changed or
new desires. Most vendors are rea
sonable about making modifications
up to 10% of the original program

cost quotation; beyond that, expect
to pay for the extras.”
Cohn believes the minicomputer
can be used to make money not
just to save it.
“Timing is critical. Managers who
put the minicomputer to work reap
the rewards; those who wait may
be left in the dust,” the newsletter
states.

Nearly One-Third
Of Chief Executives
From Outside Company
Continuing their study of execu
tives promoted to the positions of
president, executive vice-president,
and vice-president, the University
of Michigan team of Dean Floyd
A. Bond and Associate Dean Alfred
W. Swinyard questioned 1,240 ex
ecutives promoted during 1972 (see
M/A, May-June, 72, p. 5 for their
earlier findings).
The two deans from the graduate
school of business administration,
Ann Arbor, were aided in their
work by the executive appraisal
firm of R. M. Schmitz and Com
pany, Incorporated, Chicago, Ill.
Some of the survey’s key find
ings were: Nearly half of the pro
moted executives had less than ten
years’ experience with their com
panies. Of all new presidents and
chief executive officers, 30 per cent
had recently joined their compan
ies. But over two-thirds of the new
ly promoted senior vice-presidents
had been with their companies over
ten years.
Deans Bond and Swinyard report
that the average salary received by
presidents who were also chief
executive officers was $68,000.
For presidents, who were not
chief executive officers, the reported
salary was $82,000. Executive vicepresidents received $77,000 and
vice-presidents received $57,000.
Nearly all the executives said
they had received increases in their
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base salaries at the time of promo
tion. In the case of presidents and
chief executive officers the average
increase for the total group was 23
per cent. For presidents of subsid
iaries, the increase was only ten
per cent.
The most important source of
newly promoted executives was di
vision management, particularly for
presidents and group vice-presi
dents, the researchers learned. How
ever, vice-presidents generally have
more experience in specific func
tional areas such as finance, mar
keting, and administration, they
observed.
According to the survey, the
average age of presidents not chief
executive officers was 49 and the
average age of presidents who were
chief executive officers was 47.
Eighty-six per cent of the newly
promoted executives were college
graduates, the University of Michi
gan educators state. About 39 per
cent of the promoted executives
had advanced degrees. Nearly 70
per cent of the first master’s de
grees reported were M.B.A.s. The
second most frequently held ad
vanced degree was a master’s in
engineering, the survey found.

Industrial Engineers in
Consulting Groups
Lead Field in Pay
Industrial engineers working in
consulting organizations received
the highest median income for
members of their profession during
1972, states the American Institute
of Industrial Engineers in its report
Compensation of Industrial Engi
neers 1972.
The median salary for IEs in con
sulting organizations was $23,250;
for those working in colleges and
universities it was $19,961; for IEs
employed in government organiza
tions and in transportation and
warehousing organizations it was
$19,500; and for those engineers
working in textile mill products
manufacturing organizations it was
$14,500.
November-December, 1973

According to the study, the total
median income for industrial engi
neers with no academic degree was
$15,200; for those with a bachelor
of science it was $16,500; and for
IEs holding a master of business
administration degree it was
$19,000.
Industrial engineers working in
organizations with less than 100
persons reported a higher median
total income, $20,121 (as compared
to an overall median IE income of
$17,491).
Compensation of Industrial En
gineers 1972 is available at $25 per
copy ($15 for AIIE members)
from AIIE Publications Sales, 25
Technology Park/Atlanta, Norcross,
Ga. 30071.

Bell System Wants

‘Moratorium’ On
Competing Proposals
The Bell System would like to
have a “moratorium on further ex
periments in economics aimed at
increasing competition in the tele
communications industry,” AT&T
Board Chairman John D. deButts
told the annual meeting of the Na
tional Association of Regulatory
Commissioners, September 20.
While competition in telecommu
nications is being promoted, no
movement for deregulation has
been evidenced, Mr. deButts ob
served.
“The prospect confronting us is
not free and open competition as
an alternative to monopoly, but
rather a third alternative with the
virtues of neither and the disad
vantages of both—and that is reg
ulated competition, a division of
the marketplace arbitrarily imposed
and artificially maintained,” the
AT&T executive stated.
He cited AT&T studies that show
a rate of trouble reports on private
lines equipped with customer-pro
vided equipment that is at least 50
per cent higher than the rate of
troubles reported by customers us

ing equipment supplied by the tele
phone companies. Mr. deButts
also pointed out that the trouble
report rate on regular message tele
phone lines interconnecting with
customer-provided equipment is
more than 25 per cent higher than
on lines connected solely to tele
phone company terminal equip
ment.

No adequate alternatives

“No system of certification we
can envision—and no interface re
quirement-can provide a fully ade
quate alternative to the unequivo
cal and undivided responsibility for
service that the common carrier
principle imposes,” he told the
commissioners.
Mr. deButts said that AT&T is
convinced that the public is best
served by “the concept of a uni
versal system designed and con
figured to operate as a single inte
grated entity, its services available
on equitable terms to all users,
wherever they are, whoever they
may be.”
He said the Bell System is ready
to defend its convictions on the
legal, legislative, and regulatory
fronts.

The annual Lester Witte
Foundation award for the best
article “promoting or exempli
fying the practice of manage
ment services in a small or
medium-size firm” was pre
sented this year to Frank
Schultz, of Price Waterhouse
& Co., for his article “A Prac
tical Marketing Model for
Short- and Long-Range Plan
ning,” which appeared in the
March-April, 1973, issue of
Management Adviser. The
award, a plaque and a check
for $100, was made on Oc
tober 15 at the AICPA annual
meeting in Atlanta, Ga., by
William O. Doherty, director
of publications for the AICPA.
Further coverage of the
conference will appear in the
next issue of this magazine.
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"Tory’ County First

In Nation To Use

Facilities Management
Orange County, Calif., has a na
tionwide reputation for being a
conservative stronghold. That might
be true politically, but it is not true
when it comes to managing county
government data.
It is the first county in the na
tion to enter a seven-year facilities
management contract for all of its
data processing needs, reports Com
puter Sciences Corporation, El Se
gundo, Calif., the firm engaged for
the project.
$11 million savings

According to County Supervisor
Ralph A. Diedrich, the facility
management contract will enable
Orange County to save $11 million
in tax dollars while materially im
proving the quality of services ren
dered.
CSC’s bid was 30 per cent less
than the $37.8 million cost of the
county’s internal data processing
center over the seven-year period,
as projected by the county negoti
ating committee.
Computer Sciences and Orange
County will have joint ownership
of the software systems developed
under the contract. An extensive
campaign to market these systems
to cities and counties throughout
the country is planned by CSC.
Systems to be improved by CSC
include: budgeting, administrative
management, tax assessment and
collection, land-use planning, jury
selection, and probate. Further
automation of municipal court pro
cedures and expansion of the coun
ty’s on-line criminal justice infor
mation system to increase its use
fulness to local law enforcement
agencies, the courts, and related
departments are also planned.
More than a dozen analytical
studies will be performed for the
county under the agreement. One
planned study will investigate the
feasibility of developing an envi-
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Pennsylvania Cows Double Milk Yield

After Fifteen Years Of Computer Advice
rolled in the Penn State program
tells the University how much feed
each of his cows consumes, her
milking record, and the butter fat
content of her milk. This informa
tion is fed into an IBM System/370
Model 155.

Milk prices may be going up,
but don’t blame Elsie the Cow, or
at least not her Pennsylvania cous
ins. During the past 15 years they
have doubled their milk yield by
teaming up with a Penn State Uni
versity dairy herd management
project and an IBM computer.
The herd-managed cows now
produce, on the average, 12,965
pounds of milk a year each, com
pared to 6,562 pounds averaged by
cows not in the program 15 years
ago.
One Holstein made a whole
hearted effort and produced almost
17 tons of milk a year. That trans
lates into 103 pounds of milk each
day from the gallant Gladell Gov
erness Bess.
Once a month each dairyman en

Besides comparing the cows’ per
formance, the system also notes if
the cow is being overfed in rela
tion to the amount of milk she pro
duces. The university specialists
are able to choose the proper month
for the cow to breed, decide if the
cow’s weight is affecting its pro
ductivity, and determine how her
edity is likely to affect any given
animal.

ronmental model of Orange County
using data on land use and air,
water, and noise pollution.
CSC will work with county offi
cials to determine the need for new
information in such areas as health
services, county planning func
tions, flood control, and road con
struction and maintenance. If a
system capable of meeting county
specifications is available in the

public marketplace at a cost less
than the estimated development
cost, CSC will purchase or lease
the system for the county. If no
such package exists, CSC will de
velop one.
The facilities management firm
will also seek out Federal assis
tance grants available to Orange
County for the purpose of funding
the development of county systems.

Weight watcher

Management Adviser

For the Executive in Finance—

Business Cost Control Techniques, if Applied, Could Solve

Most Colleges’ Financial Troubles: Coopers & Lybrand

The financial crisis in most col
leges can be met with proven busi
ness-oriented cost control tech
niques, including functional reports
for internal management purposes,
a monograph recently published by
Coopers & Lybrand recommends.
Financial Management of Higher
Education by Philip J.Taylor, part
ner, and Granville K. Thompson,
principal, states that the generosity
of outside benefactors can no longer
keep pace with rising costs; conse
quently, a “modified profit philoso
phy” may be in order for the educa
tional institutions.
Hospital precedent noted

“The concept of selectivity in ed
ucation, i.e., limiting that which is
undertaken to that which can be
done well—thereby attracting stud
ents and support—has not yet been
effectively applied,” the authors
say. Hospitals have already put this
concept into practice, they observe.
“It is suggested, perhaps some
what radically, that increased tui
tion and other fees for services can
provide, at least in part, for future
capital financial needs. However,
substantial additional data and in
formation are required before in
telligent action can be taken on
such a suggestion.
“Various collateral considerations
need to be evaluated, such as the
effect of a substantial increase in
tuition on the number of applicants
for admission, the quality of appli
cants, the mix of courses selected,
the mix of living quarters selected,
and the amounts realizable from
the annual giving program—partic
ularly from parents,” the mono
graph states.
The authors caution that there is
a point at which the college can
price itself out of the market, and
this is an important business policy
decision.
November-December, 1973

“As part of an initial survey, a
college should construct in advance
an all-inclusive income statement
for the year, and furnish enough
per-student cost information by de
partment and by residence hall,
etc.,” Messrs. Taylor and Thomp
son say.

Educators resist cost analysis
Although it is necessary for in
stitutions of higher learning to
maximize efficient and effective de
ployment of their resources, edu
cators have resisted cost analyses.
The authors cite the October, 1967,
issue of the American Mathemati
cal Society’s Notices which called
the use of “faculty time and effort
reports” incompatible with aca
demic life and work.
One of the areas, frequently over
looked, that holds great potential
for cost reductions through im
proved scheduling is maintenance
and housekeeping, the consultants
say.
“In housekeeping, staff reduc
tions and improved physical condi
tions can stem from better man
power utilization. Without plan
ning, scheduling, and control, main
tenance personnel have generally
been found to be no more than 50
per cent effective.

Maintenance control fertile field
“A complete maintenance con
trol system requires establishing
preventive maintenance procedures,
controlling the efforts of all main
tenance department personnel by
identifying backlogs, estimating the
time required for specific jobs, and
scheduling to achieve maximum
productivity. The administrative
centers for maintenance and some
of the shops frequently can be com
bined and new controls over spare
parts and maintenance materials in

stituted. Management should be
kept informed by regular control
reports of maintenance activity and
its effectiveness,” they advise.
The 122-page monograph is avail
able, without charge, upon written
request to Granville K. Thompson,
Principal, Coopers & Lybrand, 1251
Avenue of the Americas, New York,
N.Y. 10020.

Sensitivity Training

Helps Executive But May
Make Him Dissatisfied
While sensitivity training may
help an executive to better com
municate with those around him, it
may also make him dissatisfied with
his job, observes Reeve Darling,
president of Darling & Alsobrook,
Los Angeles management consult
ants.
Sensitivity training (creating a
greater empathy in the person re
ceiving the training) “makes the
executive more introspective and
enhances his awareness of his own
needs,” Mr. Darling recently stated
after conducting intensive inter
views with personnel at all levels.
“The end result of this process
may be that the executive seeks a
similar position with another firm,
or a different career, or openly
shows signs of restlessness and
frustration,” the consultant dis
covered.
Employees for a variety of rea
sons are far more self-aware, Mr.
Darling believes, and therefore cre
ate more severe management and
motivation problems than existed
in previous years.
“As a result of these changes, it
is now quite common for the indi
vidual to face the trauma of a fun
damental career decision, not when
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he is just leaving college to enter
work, but rather at the height of
his success—usually in his mid
forties. . . . Each executive has had
the experience of standing on at
least one peak of success, but in
the process of seeing other, higher
peaks ahead of him, he senses that
there is something within him that
is unexpressed and unfulfilled,” Mr.
Darling stated.
The chief executive officer often
finds that while he encourages
training which will lead to a better
individual life for his employees,'
this same training may enhance the
individual’s desire to “manage him
self” and at times come into con
flict with the company’s objectives,
the consultant explains.
“While searching for new man
agement tools, executives need to
give more consideration to the im
plications of these human aspira
tions, and to the ways in which they
affect the individual’s decision-mak
ing process,” Mr. Darling con
cluded.

Mergers Growth May
Lead to Swollen

Distribution Costs
Company growth via mergers
and acquisitions can take a hidden
toll from profits in the form of ex
cessive physical distribution cost,
observes the September issue of the
William E. Hill & Company, Inc.,
newsletter.
The newsletter cites the case of a
multi-divisional metalworking com
pany that was operating two or
more small divisional warehouses
where a single facility would do a
better job at less cost. A mana
gerial-engineering staff of five was
operating a 75,000 square foot fa
cility when the same staff could
manage 200,000 square feet or
more, the consultants found. Or
ders would go from one warehouse
to another to be filled, resulting in
a time lag and customer com
plaints.
“In short, like an evolving or
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ganism, this company found itself
with what biologists would call
‘vestigial structures’—organs like
an appendix that had once served
a useful purpose for a remote an
cestor but were no longer needed
—and in fact, were about to en
danger the entire organism,” the
New York management consultants
maintain.

Signs of trouble
Hill says such cases are not un
usual and outlines a number of
symptoms that indicate to a com
pany a physical distribution audit
is in order:
“—A high proportion of small
shipments moving to common des
tinations.
“—A pronounced differential be
tween direct-ship costs and trans
portation costs of goods that move
first to warehouses and then to
customers.
“—Erratic performance and rate
inconsistencies among common car
riers serving different plants.
“—A large number pf small ware
houses.
“—Inefficient handling and stor
age practices.
“—Warehousing costs that are
high when compared to public
warehouse rates for comparable
services.
“—Different warehousing costs at
different locations.
“—High order costs.
“—Lack of uniformity in meth
ods.”
A physical distribution audit cov
ers transportation, warehousing,
and order processing. When the
metalworking company described
began its physical distribution audit
it anticipated savings of about $1.2
million on a total physical distribu
tion expenditure of $40 million an
nually. The actual savings turned
out to be closer to $8 million, the
newsletter reports.
“Identifying physical distribu
tion costs and bringing them under
rational control requires full com
mitment to the task and recogni
tion that there will be some clashes
along the way,” Hill states. “But
where the potential for cost reduc

tion can be as much as $25 out of
every $100 now being spent, the
‘rigors’ of a physical distribution
audit are not very uncomfortable,
after all.”

Aetna Switches To

Compact Company Cars
To Conserve Energy
Aetna Life & Casualty expects to
save $1.4 million by using compact
instead of intermediate size auto
mobiles for its 3,500-car corporate
fleet.
The company estimates that, over
the 50,000 mile life of the cars, sav
ings will be realized through lower
fuel consumption and higher tradein values. While the compact cars
average 18 miles per gallon, the
fuel demands of the intermediate
cars are about 50 per cent more,
Aetna explains..
Aetna representatives who are
provided with fleet cars are being
asked to choose between three pop
ular compact models. Those repre
sentatives who still want an inter
mediate-sized car will have to pay
an extra $300 fee.
The changeover to the smaller
cars should take about two and a
half years to complete, Aetna says.
The company expects that once the
changeover is completed, its sav
ings will conserve 1.5 million gal
lons of fuel annually.

Phillips-Van Hensen

Announces Education Plan
The Phillips-Van Heusen Corpor
ation, apparel manufacturer, has an
nounced its educational assistance
plan with a budget in excess of
$150,000 per year.
Included in the plan are scholar
ships for employees and their chil
dren, tuition refunds, management
seminars, minority education, and
co-op work study education.
Management Adviser

For the Management Consultant—

EDP Documentation Guideline List
Developed, Issued by AICPA Committee
The importance of establishing
and adhering to standards of doc
umentation for computer systems is
well understood by anyone who
has ever had to learn about or re
view an existing system. Many have
found the task to be difficult, if not
impossible, because of inadequate
documentation.
The AICPA’s management ad
visory services committee on data
processing reviewed material on
the subject and its chairman, LeRoy
Trail, George S. Olive & Co., asked
committee member George Rittersbach to prepare a list of good pub
lished documentation guidelines.
Those that are readily available to
interested parties include the fol
lowing:
—Two documents available from
the U.S. Government Printing Of
fice, Superintendent of Documents,
Washington, D.C. 20402, are Na
tional Aeronautics and Space Ad
ministration Computer Documen
tation Guideline, July, 1971, 24 pp.,
30¢ (Class # NAD 1.18:C73, Stock
# S/N 3300-0400); and Federal In
formation Processing Standards
Publications, U.S. Department of
Commerce—National Bureau of
Standards, various dates, $12.00 for
the continuing service and back
numbers in effect (Class
C
13.52).
—Manual of Computer Docu
mentation Standards, with forms,
by Kuehne, Lindberg, and Baron,
Prentice Hall, Englewood Cliffs,
N.J., 1973, 192 pp. text and 100 pp.
of reproducible (8½" x 11")
forms, $150.00. (Note: An edition
with reduced size forms will be
available at $75.00.)
—Documentation Manual by Julia
Van Duyn, Auerbach Publishers,
121 N. Broad St., Philadelphia, Pa.
19107, 192 pp., $6.00.
—Handbook of Data Processing
Management, by Marvin Rubin,
Auerbach Publishers, 1971, six-vol
ume set, $140.00.
—Documentation Standards Man
November-December, 1973

ual for Computer Systems by John
P. Robinson and James D. Graviss,
Association for Systems Manage
ment, 24587 Bagley Road, Cleve
land, Ohio 44138, 1973, 98 pp.,
$4.50.
—NCR Documentation Standards
Manual for Application Program
ming, NCR Industry Systems De
velopment, 5225 Spring Boro Pike,
Dayton, Ohio, 45449, 1969, 100 pp.,
no charge.
—IBM Management Planning
Guide for a Manual of Data Proc
essing Standards, IBM, # GC 201670-2, 1971, 65 pp. Available
through local IBM sales offices.
(Note: A previous IBM publica
tion, System/360 Data Processing
Standards, contained additional
valuable materials; however, it is
no longer being distributed. Its
number is UK Form 53-6506 or
IBM World Trade Form F10-00010.)
—GUIDE Data Processing Doc
umentation Guide, GUIDE Inter
national, Inc., 111 E. Wacker Drive,
Chicago, Ill. 60601, 1972, no
charge.
In addition, there are many
CPA firms and others that have
developed manuals on the subject
of computer systems documenta
tion and will make them available
to their clients.

Manager’s Ploys
To Avoid Decisions
Outlined by Advisers
Although decision making may
be the key element of an execu
tive’s job, there are many managers
who devise techniques to postpone
the decision making process, ob
serves Henry O. Golightly, Go
lightly & Co. International, Inc.,
New York management consultants.
Mr. Golightly has identified sev

en commonly used decision post
poning strategies:
1—The time isn’t right—Mr. Go
lightly cites the case of an airline
official whose consultants were try
ing to convince him to reorganize
the line’s information system. The
executive kept saying, “The time
isn’t right; we’re about to introduce
a new airplane (or a new route, or
new hostess uniforms).”
2—Appoint a committee—This is
the wishy-washy executive’s answer
to the demand for a decision, Mr.
Golightly believes. One executive
who habitually used this tactic was
finally fired for his lack of original
ity and true problem-solving ability,
the management consultant recalls.
3—Create a smokescreen—Mr.
Golightly remembers a situation
where a president was confronted
by his board with a demand to ne
gotiate out of his company’s over
extended capital commitments. The
president suggested an ambitious
acquisition program and the di
rectors responded by asking him
for his resignation.
4—Take a trip—Some executives
avoid decisions by coming up with
reasons that they have to be out
of town—to deliver a speech, at
tend a convention, or “measure the
grass roots,” the management con
sultant said.
5—Hire a consultant—This is a
familiar trick. Mr. Golightly re
called one company which retained
a consultant to determine the max
imum age for board members,
simply because the president
wished to retire several and did not
have the courage to tell them.
6—Follow tradition—Companies
have slipped from leadership posi
tions because they have avoided
innovations by saying, “Well, we’ve
always done it that way and it
worked,” the consultant observed.
7—Adopt the cold feet approach—
An executive’s backing away from
a decision after he has made it is
as bad as any decision-making de
laying tactic, the consultant noted.
Not only are these tactics bad for
business, Mr. Golighty warned, but
they can be personally disastrous
for the executives employing them.
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Air Force Tries
Electronic Transfer

For Payrolls
The Federal Government is ex
perimenting with a system that will
substitute electronic funds transfer
for paychecks to U.S. Air Force
personnel, reports a recent issue of
ADP Newsletter. The experiment is
being conducted in Atlanta, Den
ver, Los Angeles, and San Fran
cisco.
“Checks to Banks” is the name
of the program. It entails the Air
Force preparing a single magnetic
tape with all deposit information
for payments to participating per
sonnel with accounts in all banks
in an entire Federal Reserve Dis
trict. The tape is sent to the Fed
eral Reserve Bank where the infor
mation is electronically sorted and
delivered to the individual banks
involved. The commercial banks
then credit the accounts of the mil
itary personnel.
“If this joint undertaking proves
as* successful as anticipated, it will
likely form the basis for an even
tual nationwide electronic funds
transfer system for the Federal
Government,” the newsletter states.
ADP Newsletter is a biweekly
publication of Management Science
Publishing, a subsidiary of The
Diebold Group, Inc., New York.

Systems Meeting
Features Three CPA
Firm Speakers
The First Annual Systems Engi
neering Conference, sponsored by
the American Institute of Indus
trial Engineers, will be held No
vember 28-30, 1973, at the StatlerHilton Hotel in New York City.
“Man and His Role in Systems” is
the conference’s theme.
Conference organizers have brok
en the main theme down into three
parts: “Man and His Role in In
formation Systems”; “Man and His
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Role in Physical Systems”; and
“Man and His Role in Societal Sys
tems.”
Scheduled talks include:
—“The Industrial Engineer’s Role
in Data Base Management Sys
tems,” by Edward T. Shea, partner,
Peat, Marwick, Mitchell & Co.,
New York, N.Y.;
—“Measuring the Effectiveness of
New Systems,” by John S. Storck,
manager, management services,
Touche, Ross & Co., New York,
N.Y.;
—“Measuring Efficiency and Ef
fectiveness in Governmental Activ
ities,” by Kenneth S. Caldwell,
principal and director of govern
ment services, Ernst & Ernst, Cleve
land, Ohio.
The “full conference” preregis
tered fee is $75 for members and
$100 for non-members. A complete
preview of the program is available
from the American Institute of In
dustrial Engineers, 25 Technology
Park/Atlanta, Norcross, Ga. 30071.

Most Modem Users
Pleased With Units,
Survey Reveals
Datapro Research has found that
better than eight out of ten users
of data communications modems
are well pleased with the reliabil
ity, performance, and maintenance
service of these devices.
The 216 modem users that re
sponded to a Datapro 70 question
naire, had 11,474 installed modems,
including 2,631 Bell System units
and 8,843 from independent sup
pliers. Users of the Bell devices
were no more nor less satisfied with
them than were those using mod
ems from independents.
Bell modems were rated slightly
higher in hardware reliability, but
independents scored higher on
overall performance. The respon
dents rated maintenance service for
all modems about equal.
All About Modems, a 36-page re
port which rates more than 70 pop
ular devices and modem families

from 28 manufacturers, is available
from Datapro at $10 per copy.
Another new publication put out
by the corporation is Datapro Re
ports on Minicomputers. It is an
information service exclusively de
voted to minicomputers. Reference
reports, a monthly newsletter,
quarterly supplements to the initial
looseleaf reference reports, and an
unlimited custom inquiry service
are included in the new Datapro
offering. Annual subscription to the
service is set at $250.
Datapro Research Corporation is
located at One Corporate Center,
Route 38, Moorestown, N.J.

Program Problems? It
Pays to Advertise,

California Firm Finds
Have you ever heard of a soft
ware manufacturer that freely ad
mits its programs have bugs and
lists the client companies that have
found them? Now you have—Sider
& Associates, Canoga Park, Calif.
“It is difficult or virtually impos
sible to eliminate every bug, in ad
vance, from every new system,”
explained Joseph Sider, the soft
ware firm’s president.
He said that in his shop every
new package is thoroughly checked
and tested before it goes out to the
clients.
“Then, when we begin delivering
the packages we utilize our cus
tomers as additional debugging pro
gramers. This is done by offering
to pay $10 to any programer who
finds a bug of any kind in one of
our products,” Mr. Sider said.
When the bugs are reported
back to Sider, they are corrected
and other customers are notified,
which helps in the packages’ per
fection. Mr. Sider also believes this
offer to the clients’ personnel gives
the buyers confidence in the pack
ages.
“It also assures customers that
we think our programs are pretty
nearly bug-free when we first come
out with them,” Mr. Sider com
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mented, “since even though the
cash award is nominal, we obvi
ously couldn’t afford to do this un
less we were convinced we were
not going to have to pay the award
too often.”
Sider & Associates says it has
paid out cash awards to program
ers at USLIFE, American Interna
tional Pictures, and Intellectron,
all located in Los Angeles.
The reward sounds like a fine
gimmick, but it does raise one
ethical problem: since the pro
gramer is probably working on the
client company’s time, should he
turn the reward over to the com
pany? In which case, it may be a
very good gimmick because clients
don’t usually get anything but
headaches for discovering their sup
plier’s mistakes.

prints the baking orders for Drake
bakeries in Wayne and Irvington,
N.J., and Long Island City and
Brooklyn, N.Y.
Even the boxing and loading of
the baked goods are directed by
the system. Salesmen’s orders are
made up in the correct sequences
for delivery to the company’s sales
distribution depots where the sales
men pick up their previous day’s
orders.
John Scagnelli, computer man
ager at Drake headquarters, said,
“Soon we’ll be able to supplement
the salesmen’s information with our
own data, based on prior orders
and sales for each market, and we
will be baking to order more than
ever. We expect this improved in
ventory control information will
substantially cut the amount of un
sold baked goods we must take
back.”

Drake Bakeries Finds

Diskette Aids

Government Bureau Issues

Inventory Control

Procurement Standards

Drake Bakeries, a subsidiary of
Borden, Inc., is utilizing the IBM
flexible diskette for its inventory
control information.
Each day Drake salesmen deliver
freshly baked items and remove un
sold items from markets in 13
states. They analyze their stores’
needs for the next day and their
reports are delivered by messengers
to Drake headquarters in Wayne,
N.J.
At Drake headquarters, informa
tion from the salesmen’s reports is
recorded on the IBM 3740 data
entry system’s diskettes. The infor
mation is then transmitted over
leased telephone lines to Borden,
Inc’s., computer center in Colum
bus, Ohio.
The central computer, an IBM
System/370 Model 145, processes
the information from 550 salesmen
and composes financial and baking
reports which are transmitted back
to Drake headquarters. Planning,
by customer and product, of what
should be produced the next day is
also done by the computer. It

The National Bureau of Stand
ards has released the Proceedings
of the Fourth Users-Producers Con
ference. The conference was de
signed to highlight the problems
and advantages of the present pro
curement system when Government
utilizes the services of professionals
and professional service firms.
Copies of the proceedings can be
ordered prepaid, $2.10, from the
Superintendent of Documents, U.S.
Government Printing Office, Wash
ington, D.C. 20402.
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